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AutoLive spoke to NAAMSA’s Managing 
Director Nico Vermeulen about his 
forecasts for the year ahead, as well as 
Mercedes-Benz SA’s reasons for not re-
porting sales figures for December 2012.

“Firstly, there was no specific South 
African link in the decision by Daimler 
AG to withhold sales figures. It was a glo-
bal directive and we believe Mercedes-
Benz South Africa made strong rep-
resentation to its parent company to 
release the figures, but the feeling was 
that if it made an exception for any one 
country it would have to do so for other 
countries as well,” said Vermeulen

“Nevertheless, we are having a meet-
ing with Mercedes-Benz and representa-
tives from Daimler AG later this month, 
currently scheduled for January 25, and 
I believe things will be resolved soon. 
Mercedes-Benz later issued sales figures 
which are higher than the estimates we 
had for their December sales (see page 
20 for press releases on the reasons for 
Mercedes’ non-reporting, as well as sales 

figures for Mercedes-Benz in December 
and overall for 2012-Ed)

“As far as our predictions for 2012 are 
concerned, we have nailed our colours to 
the mast and predicted an increase in 
sales of seven per cent. This is contrary 
to some predictions by prominent finan-
cial analysts which are predicting zero 
growth for vehicle sales this year.”

In 2011, total vehicle sales, including 
cars, LCVs, small, medium and heavy 
commercial vehicles, totalled 571  425 
units (an estimate that includes project-
ed December sales for Mercedes-Benz 
products). This represented a growth 
of some 15,9 per cent over 2010, close 
to NAAMSA’s original estimate of 15 
per cent.

“We believe there is an underlying 
resilience and momentum in this mar-
ket that will be carried through to 2012,” 
says Vermuelen. “We saw that through-
out 2011 and it was carried through to 
the last three months of the year.

“This is a competitive trading envi-
ronment. With some 60 brands from all 
parts of the globe competing here, that 
limits the ability of these companies to 
simply adjust their prices according to 
global exchange rate fluctuations. In 
real terms, price increases last year were 
as low as two per cent, and that’s a vast 
difference to a few decades ago where 
we had prices increases of four per cent 
every couple of months.

“Interest rates are historically the 
lowest they have been in 37 years, and 
we don’t think that will change too 

dramatically, because of the premium 
Government and the Reserve Bank at-
taches to investment, development, 
growth and particularly, employment. 
So, vehicle affordability has really im-
proved dramatically. I can’t think of any 
country in the world where a vehicle 
buyer has so much choice, and such a 
competitive market works to the advan-
tage of the consumer.

“The access to credit has also eased, 
as there are signs that financial institu-
tions are more relaxed with regards to 
lending than they were a year or so ago. 
We expect the South African economy 
to grow to between three and three and a 
half per cent in 2012.

“As far as exports are concerned, in 
2011 the total of just under 272 000 fell 
short of our estimates of 300 000 vehi-
cles. There were numerous reasons for 
this. We had the tragic earthquakes and 
tsunami in Japan in March last year, and 
this affected the supply of many com-
ponents to the Japanese manufacturers 
who build vehicles here and export them 
from South Africa.

“In addition there were the floods in 
Taiwan, and this affected the ramp up of 
the Ford Ranger which was scheduled to 
begin in October last year, with a major 
global export programme, but will now 
only commence in February 2012.

“For this reason we are expecting 
industry exports in 2012 to grow by 13,5 
per cent over 2011. That would mean an 
increase of some 50 000 vehicles, to reach 
a total export figure of 320 000.” ■

NAAMSA Predicts 2012 Sales 
Growth Of Seven Per Cent

The National Association of 

Automobile Manufacturers 

of South Africa (NAAMSA) 

is predicting a seven per 

cent growth in new vehicle 

sales for 2012, and an 

increase in export sales of 

some 13,5 per cent. 
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Editor’s Note
A HAPPY NEW YEAR TO YOU TOO.

It was heartening to interview 
NAAMSA’ds MD, Nico Vermeulen and 
hear his positive outlook for 2012. With 
Europe coping with massive debit crises, 
and the US still a bit shaky after the crunch 
of 2008/9, it is all too easy to concentrate 
on the negative what-ifs for 2012. But as 
the woes of the past few years have proven, 
the motor industry is peopled by a resil-
ient bunch of people and there are so many  
examples of this.

One of these is the performance of Chrysler, which recorded a mile-
stone achievement in the US in December, where it was the top achiever in 
terms of sales performance reporting a year-on-year increase for 2011 of 26 
per cent.

Locally, too, Chrysler enjoyed an excellent recovery in 2011, report-
ing a sales performance increase of some 40 per cent in 2011. As you read 
this, Autolive will be doing battle with a new range of engines just launched 
in the perennial Jeep favourite, the Wrangler, in some obscure part of 
Mpumalanga. Not quite the famous Rubicon Trail, but we are sure the latest 
rendition of the original SUV will come out trumps.

As further indication of the bullishness prevailing in 2012, launches 
by all sorts of manufactures are coming thick and fast. In this issue we give 
prominence to the first new model launch of 2012, the Fiat Abarth. The cov-
erage to such a niche model will probably be deemed excessive, but for me, 
it is great that historical names like Abarth are still alive and stinging (yes, 
it is the famed marque of the Scorpion we are talking about), and adding 
historical gravitas to a global car market that is populated by so many new 
and obscure brands. Plus, about a decade ago I owned a 1961 Fiat Abarth 
that was fitted with a 903 cc Fiat motor in the tail, complete with original 
exhaust and deep alloy sump.

For those who share my interest in classic cars and historic racing, the 
story on Page 23 on The Passion for Speed will be of interest. It’s about the 
biggest motor sport event in the country, and according to organiser Peter 
du Toit this annual three-day international event (okay, he changes the 
name every year) has attracted some 500 entries, featuring top class cars 
and motorcycles.

Of course, the event of 2012 so far has been the Dakar, and you can read 
an overview of our South African successes on Page 22. No, AutoLive is not 
becoming a motorsport magazine, but it would be remiss of us to ignore a 
major achievement by a Proudly South African effort that achieved fantastic 
success on a budget minuscule in comparison to some of its competitors.

For the industry as a whole, it’s going to be a good one, 2012.

Stuart Johnston,
Editor
stujohn@autolive.co.za

The death toll has reduced by 76 
over that of Christmas 2010, but this 
cannot be contextualised until the 
Department of Transport releases a 
fatalities / 100 million km fatality rate 
which takes account of things like 
road, enforcement and human fac-
tors, not to mention poor economic 
conditions, to permit observers to 
determine whether death risk on the 
roads has increased or decreased.

Fatalities / 100m km is regarded 
as the leading road safety indicator 
world-wide. The SA Department of 
Transport has not released it since 
2006. Based on the latter figure, it 
is currently approximately 21 times 
more dangerous to use the roads 
in South Africa, than in the United 
Kingdom.

Comment on disturbing 
trends in the ratio 
between preliminary and 
finalised death tolls

 ■ A “road death” is defined as 
when a person dies within 30 
days after being involved in a 
traffic crash. (The period was 
7 days until the beginning of 
the Christmas 2010 period, 
when the 30-day standard was 
adopted to bring South Africa 
in line with global norms).

 ■ Preliminary road death tolls 
are issued before the 30-day 
period has been completed and 
do not include victims of traffic 
crashes who may die within 
those 30 days.

 ■ Finalised death tolls include 
the victims who died during 
the 30-day period, which is why 
finalised death tolls are always 
higher.

 ■ However, the ratio between 
preliminary and finalised death 
tolls has decreased by 61% since 
2010, despite the fact that we 
moved from a 7-day reporting 
period to a 30-day reporting 
period recently, meaning that 
finalised figures for 2011 ought 
to have increased in any event.

This mysterious and dramatic re-
duction in the ratio of preliminary 
to finalised death tolls suggests that 
one or more of the following factors 
is in play:

 ■ Preliminary death tolls are 
being over-stated

 ■ Finalised road death data is not 
being accurately collected

 ■ Finalised death tolls are being 
deliberately under-stated.

The Department of Transport should 
explain how the ratio between pre-
liminary and finalised deaths could 
have dropped 61% (from 1: 1.76 to 
1:1.09) in four years, especially when 
the implementation of the 30-day pe-
riod would be expected to cause final-
ised figures to rise.

My opinion, especially when con-
sidering the appalling quality of the 
RTMC’s road safety statistics bundle 
for 2011, is that the Department of 
Transport’s traffic safety statistics 
remain inadequate to enable a con-
fident assessment of road safety in 
South Africa. My belief is that Stats 
SA needs to take control of the assem-
bly, interpretation, and dissemination 
of road safety data. ■

Rob Handfield Jones
Advanced Driving instructor and 
MD of Driving.Co.ZA

Comment On The 
Road Death Toll
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AutoLive, a convenient e-zine delivered twice a 
month, is the best way to keep up to date with news 
and views about all facets pertaining to the South 
African and international motor industries.

Importantly, the concept has been embraced 
by the organised SA motor industry – AutoLive has 
already been provided with membership mailing 
lists by the:

 ■ Retail Motor Industry organisation RMI
 ■ Motor Industry Staff Association (MISA)
 ■ National Association of Component and 
Allied Manufacturers (NAACAM)

 ■ McCarthy Motor Group
This is in addition to a comprehensive list of people 
operating within the industry. Furthermore, nego-
tiations for further meaningful subscriber lists are 
on-going. We have had an excellent response to our 
dummy and launch issues, and it appears this prod-
uct has great potential as a source of news within 
the biggest manufacturing sector of the South 
African economy.

Advertisers who are suppliers or service pro-
viders to any facet of the SA motor industry are 
seen by a focussed target market. In addition, the e-
zine format has an immediacy lacking in traditional 

print media, therefore getting information across 
faster with less lead time.

Who should advertise?
 ■ Companies looking to recruit employees for 
specialist positions in the motor industry

 ■ Companies looking for franchisees
 ■ Companies looking for dealers for new vehi-
cle brands

 ■ Automotive marketing consultants
 ■ Training organisations
 ■ Market research companies
 ■ Business management consultants
 ■ IT companies
 ■ Fleet management companies
 ■ Suppliers of workshop equipment
 ■ Car care companies
 ■ Panel beaters and dent removers
 ■ Auction houses
 ■ Courier companies
 ■ Service providers in the finance and insur-
ance industry

 ■ Vehicle tracking system suppliers
 ■ Organisers of exhibitions and conferences
 ■ Tyre fitment centres

 ■ Suppliers of car care products
 ■ Suppliers of automotive replacement parts
 ■ Roadworthy testing centres
 ■ Printers
 ■ Accounting firms

Autolive advertising rates are very cost effective and 
we are able to make up advertisements at reasonable 
rates. ■

Why you should advertise in Autolive

Bruno Lupini can be contacted on 081 354 7212 
or via email at bruno.lupini@gmail.com 

Concern with the environment and demanding cor-
porate reporting standards on sustainability issues 
are causing fleet operators internationally to reas-
sess the impact that their vehicles emissions have 
on the atmosphere. But, says Standard Bank Fleet 
Management, South African fleet managers have 
yet to follow their counterparts and fully realise the 
benefits of introducing “green fleets” to the country.

There is no doubt, says David Molapo, Managing 
Director of Standard Bank Fleet Management, that 
recent legislation introducing a carbon tax on vehi-
cles for each g/km of CO2 emissions above a thresh-
old of 120g/km is the beginning of future industry 
changes. These will play a part in reducing green-
house emissions in South Africa and aligning the 
country with international best practices.

“The push to include the impact that company 
fleets have on the environment will be apparent first 
in SA’s listed companies and within companies that 
have international parents who will want to include 
local subsidiaries in their overall statutory sustain-
ability reporting.” Molapo said. “Fleet owners here 
should therefore examine international trends and 
begin developing policies and reporting standards 
that align them with these trends. The logical time to 
do this is when fleets are being renewed or upgraded.”

Instead of adopting a “wait and see” attitude 
about emission control, fleet owners would do well 

to begin examining their existing fleets and plan-
ning for the future. By familiarising themselves 
with the carbon footprints of their fleets now, man-
agers will be able to ensure that they are ready for 
change when it occurs.

Molapo said that it was understandable that 
there was little incentive to “go green” amongst 
South African fleet owners and operators. It has 
never been a business imperative and information 
on emissions tends to be restricted to vehicle speci-
fications as published by vehicle manufacturers.

It was in response to the increasing demand for 
information about vehicle emissions and carbon 
footprints that the decision was taken to add this in-
formation to the bank’s fleet reporting capabilities, 
Molapo said.

With the implementation of a carbon tax on 
new passenger vehicles as well as a means of meas-
uring greenhouse gas emissions, businesses can 
gear themselves accordingly to play a role in becom-
ing more environmentally friendly as well as better 
manage operational costs resulting from high car-
bon footprints.

“We believe that there will be an increasing 
interest in these statistics, particularly in South 
African branches of multi-national companies.

“Secondly, there is no doubt that safeguarding 
the environment will increasingly become a business 

imperative. As time progresses, more fleet managers 
will be examining this data even if only to see which 
brands of vehicles provide the best “value” as far as 
reduced emissions are concerned,” Molapo said.

“As a major bank ensuring that we supply value-
added services to our customers is important. The 
more value we add to our products, the easier it is for 
our customers to administer their fleets efficiently.

“The measuring of carbon footprints is there-
fore a logical step in this direction. Busy fleet own-
ers can also, for instance, use our services to review 
the driving habits of their drivers. We can point 
out operational aberrations through our normal 
reporting and arrange for computer-based training 
for fleet drivers if required.

“The Bank’s environmental management phi-
losophy is that we have an obligation to manage the 
environmental and social impacts that our activi-
ties, products and services have on society. We must 
respond strategically to the risks which global envi-
ronmental and social pressures have on our ability 
to create sustainable value for our stakeholders.”

“To this end we have kept pace with changes 
in the market. There is no doubt that green vehicles 
and data surrounding carbon footprints will be-
come increasingly important. We have ensured that 
when this information is required, it is immediately 
available to our customers,” Molapo said. ■

Standard Bank Fleet Management Prepared for ‘Green Vehicle’ Revolution
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They say that there is no truth in the rumour that 
Carlo Abarth used his zodiacal birth sign of the 
scorpion as a badge for his cars because they had 
a sting in the tail. But those early rear-engined 

Abarths did have a reputation for meanness like 
many born under the sign of Scorpio, and those who 
felt the brunt of this were drivers of Mini Coopers, 
small Fords with GT pretensions and many a pilot 
of larger six-cylinder cars.

Abarths were giant-killers in their day especial-
ly in Europe. But, unlike Mini Coopers, which were 
actually assembled just outside Cape Town, here in 
South Africa you had to be a serious petrol-head to 
even know about them, although a whole range of 
Abarth exhaust systems for dozens of cars were on 
sale here in the ‘60s.

Fiat’s job is to market the mystique attached 
to the Abarth name, as they’ve just introduced 
the four-model range of new-generation front-en-
gined Fiat 500 Abarths here, and so far the South 
African arm has done quite a good job of it. The 
press presentation went to some lengths to outline 
the history of the 1,85 metre-tall Carlo Abarth (he 
was known as Karl in his native Austria) and its 

various associations with Fiat, Porsche, and even 
yes, Ferrari (see the following page for a detailed 
history of Abarth and his cars).

Just like the Abarth-converted Fiat 600s that 
were available in limited numbers here 50 years 
ago, the modern Fiat Abarth 500 has a blend of 
mechanical and visual go-fasterness available in 
various stages.

For starters, there are the coupe and cabriolet 
versions, which have power upped to 99 kW for the 
coupe and 103 kW for the slightly heavier 500C 
when it is fitted with the optional Dualogic MTA 
(Manual Transmission Automated) gearbox. This is 
a similar system as employed by Alfa Romeo and 
earlier BMW systems, in that clutch actuation is 
achieved by a mixture of electronics and hydrau-
lics. It can be driven as a clutch-less manual or a full 
automatic, but like those earlier systems, and many 
modern systems fitted to current rival brands, our 
advice is to stick with the manual. More driver in-
volvement, smoother changes if you know what you 
are doing.

To delineate their Abarthness, the little 500s 
have restyled bumpers front and rear, plenty of 
scorpion badging, special wheels (16 or 17 inchers) 
, twin exhaust pipes, special Abarth instrumenta-
tion, aluminium pedals, sporty steering wheels, 
Abarth-design seats and a torque transfer control 
(TTC) diff to eliminate understeer.

The third version on offer is actually a bolt-on 
kit available for new or retro fitment to existing 500 
Abarths. The kit, known as the “Esseesse” and cost-
ing R37 000, seems to be excellent value for money. 
It comes in a special crate, which we understand is 
much prized by the buyers of these kits, and houses 
a whole bunch of goodies.

These include Koni shocks and springs, uprated 
perforated and ventilated front brake discs, venti-
lated rear discs, special harder brake pads, some 

A Half-Million Sting In The Nose

continued on next page 

The Abarth Esseesse, our pick of the bunch.

Sure looks cute, the 695 Tributo. Note Fer-
rari script on bootlid.
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tasty-looking 7J alloy wheels, a set of 205/40 ZR17 
tyres, a special BMC air cleaner that allows the en-
gine to enjoy more induction noise, and a re-map-
ping of the engine to allow a power hike to 118 kW, 
19 kW more than on the stock 500 Abarth.

The fourth version is probably the one that will 
get most of the headlines, although we fear, not for 
the right reasons. This is the 695 Tributo Ferrari” 
which makes play of the fact that Abarth at one 
stage collaborated with the great Enzo Ferrari on a 
special version of his 166. This car in fact raced in 
the legendary Mille Miglia,.

The 695 part of the name is a nod to a hot ver-
sion of the twin-cylinder 500, so-called then be-
cause Carlo bored the engine out to 695 cc.

No such complication is needed today, howev-
er, as the Tributo Ferrari is merely tuned to deliver 
its 132 kW, we suspect, by electronic means. The 
press launch info lists some “substantial mechanical 

modifications” but is not specific as to what these 
are. A bigger Garrett 1446 fixed vane turbo is ap-
parently fitted, but the press kit doesn’t specifically 
mention it, while a Record Monza exhaust system 
definitely makes some sporty noises.

In keeping with its “Ferrari” association, the 
car comes with the paddle shift MTA gearshift, 
and in the brief few laps the writer had around the 
Zwartkops Raceway on launch day, I must say that 
the harsh shifting of the transmission was one of the 
features I liked least about the car.

Other items fitted to the car are stripes, dif-
ferent-pattern 17 inch wheels that are inspired 
by Ferrari, Brembo four-pot brake callipers, spe-
cial discs, and suspension even firmer than the 
Esseesse model.

The car is only available in Scuderia Red or 
Modena Yellow, and it has carbon fibre door mir-
rors, Abarth Corsa carbon fibre seats, an even more 
special steering wheel, Xenon lights and a whole 
bunch of other visual cues.

So, what’s the bottom line? Well, one way to 
look at it is that it does have a Ferrari badge (of 
sorts), so perhaps the asking price of R550  000 is 
cheap. On the other hand, that’s more than twice 
what you would pay for a 500 Abarth (R230 000) fit-
ted with an esseesse kit (R37 000).

The other thing is, I preferred the Essesse. It 
seemed to handle better than the Tributo, it even 
seemed to stop better, and it was definitely a nice 
car to drive with a maul gearbox. And I preferred 
the Abarth SS traditional grey and red body colour 
scheme with the white wheels to the fussiness of 
the 695.

I don’t have a spare half a bar to lash out on a 
trinket, which is essentially what this little car is. 
But there are those who do. Apparently, at least two 
of the 695 Tributo Ferrari models have been sold 
from the only existing Abarth Performance Centre 
right now, which is located at Arnold Chatz in 
Craighall Park, Jo’burg. Two more Abarth Centres 
are planned, in Cape Town and Durban. ■

Karl Abarth or Carlo Abarth? Take your pick, for 
the man whose name will always be linked with 
Fiat was known by both. He was born in Austria 
on November 15, 1908, and in his youth he raced 
motorcycles to great effect, riding a two-stroke 
Belgian-built FN-600. He was a buddy of the great 
Ferdinand Porsche (another Austrian), and indeed 
it would be Carlo Abarth (who had first moved to 
Yugoslavia to avoid World War Two and later settled 
in Italy), who led the campaign to have Ferdinand 
Porsche released from a French prison for alleged 
war crimes.

Possibly as a reward for his efforts, Abarth was 
made Italy’s first Porsche distributor, and in the late 
1940s he was heavily involved with the abortive 
Cisitalia Formula One project which failed due to its 
investor jumping ship. After this, and running vari-
ous racing teams, Carlo (he was now an Italian, af-
ter all) founded Abarth and Co., to make sporty ex-
haust silencers and engine tuning kits. And already 

his cars and products bore the famous zodiac sign 
of the Scorpion.

In the late 1950s it seemed as if half the little 
Fiat 600s roaring around Italy had Abarth silencers, 
and he then began manufacturing complete cars 
based on the Fiat 600. The early models were bored 
out to 750 cc, but you could get them later in 850 
and 1 000 cc versions that were inordinately quick. 
Quite a few of them made their way to South Africa, 
and these little Fiats were a good match for the Mini 
Cooper S.

Apart from the production-based Fiat 500s and 
600s, Abarth produced an amazing array of spe-
cial bodied Fiats and Simcas, two-seater cars with 
lightweight aluminium shapes created by the best 
body shops in Italy at the time, including the likes 
of Bertone and Zagato.

And these cars were super fast, with even the 
tiny 1 000 cc engines. No plan was too ambitious 
for Abarth, and he created twin cam versions of Fiat 
and larger Simca motors that would run and beat 
the Alfa equivalents easily.

In the mid 1960s, Fiat Abarth TC 1000s won 
their class constantly in the one-litre category at 
places like the Nurburgring and Monza, and Abarth 
backed this up by setting many world speed records 
for small-capacity engines too. His name was also 
associated with the Zagato-bodied Porsche Abarth 
GT racer of the late 1950s which did exceptionally 
well at Le Mans and was driven very effectively in 
other sports car races by the likes of Graham Hill.

In America, the Abarth name was propagat-
ed by Franklin D Roosevelt Junior, the son of the 
former American President. The Roosevelt team 
Abarths won many championships in Sports Car 

Club of America events, and Roosevelt was respon-
sible for the importation of many Abarths to the US.

Abarth rarely went for outright wins in races, as 
his focus was on smaller cars (although he did cre-
ate some mean larger-capacity sports racers). But, 
according to Abarth company records, the firm 
logged an astonishing 6 409 victories with Fiat en-
gines alone, before he sold out his company to Fiat 
in 1971

While Abarths were never officially imported 
here in the early days, quite a few were brought into 
the country, and the author in fact owned a convert-
ed 600 Fiat with all the right Abarth bits in the late 
1990s, including the cast alloy sump and crackle-
black twin-pipe exhaust. In the late 1970s and early 
‘80s the later Fiat 131 Abarth was also imported 
here in very limited numbers by private individu-
als, and famous rally drivers who ran them included 
Serge Damseaux, who later became a household 
Toyota name, and Dickie Klaver, who had a beauti-
ful road version.

After Fiat’s takeover, there were numerous 
Abarth versions issued, long after Carlo’s death in 
1979. Officially, in South Africa, the only Abarth 
ever to be sold here by Fiat dealers was the Stilo; 
nice car that it was, it was nevertheless a poor ex-
cuse for an Abarth, with the only special bits being 
the Scorpion badges.

Now, with the launch of Abarth here, South 
Africans can buy the real thing, with four versions 
of the new-gen 500 that have been totally re-engi-
neered by Fiat to make them “genuine” Abarths. It’s 
great that the name, and especially that evocative 
Scorpion sign, lives on, some 33 years after the pass-
ing of Karl (Carlo) Abarth. ■

 continued from previous page

Carlo Abarth (left) and the great Tazio 
Nuvolari.

Abarth and Co
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Fiat Group Automobile South Africa’s Managing 
Director Oscar Rivoli was obviously pleased to be 
addressing the first motoring media function in 
2012 at Arnold Chatz Cars in Craighall Park on 
January 12. He delivered the following speech at the 
smart Abarth Performance Centre, with a crate of 
Abarth goodies in kit form, just like it used to be 
in the old 600 sting-in-the-tail days, providing an 
atmospheric backdrop.

“Why are we introducing Abarth? We needed a 
bit of fine-tuning to our current set-up, in terms of 
product and our entire network.”

“Let me say at the outset, if you look at 2011, 
Fiat as a brand grew its volumes by just under 46 per 
cent, year on year. It wasn’t really a surprise, it was 
a result of really working on our brand and mak-
ing sure we bring to market the product that is more 
aligned to the segments we are operating in.”

“The biggest growth contributors were the 
Giulietta and the Fiat 500. The Fiat 500 gave us just 
under 1 000 units. So in view of this, we decided the 
time was right to take the brand to the next level.”

“We’ve upgraded 70 per cent of our dealers to 
the new corporate look, and last year we began the 
process of increasing the size of our network. We 
brought on board a number of new dealers and this 
year we have a robust plan, so that by the end of 
2012 we’ll a network of some 30 dealers.”

“On the customer satisfaction side we saw a 
marked improvement in our CSI figures. We enjoy 
a real hands-on approach with our customers, and 
our volumes are manageable enough that we are in 
real contact with all our customers. And the result 
of this is that we have had a remarkable increase in 
customer satisfaction.”

“We have one of the best levels of spares avail-
ability in the South African motor industry, and 
that includes the importers and the companies 
who manufacture locally. And on spares pricing, 
as shown by the latest Kinsey report, we are very 
competitive.”

“Now we are ready to move to the next level, 
which is the introduction of Abarth. We envisage a 
network of three dealers, in Jo’burg right here, and 
also in Cape Town and Durban. Abarth is a unique 
brand, it’s not simply a model evolution of Fiat but 
is true to the original concept of a fully re-worked 
vehicle.”

I think the pricing is competitive, it will pro-
vide exclusivity (definitely in the case of the 695 
Tributo Ferrari-Ed ) and a unique ownership expe-
rience. And it will definitely introduce a strong male 
buying element to the 500 range.

In a reply to a question from the floor on the 
695’s price of R550  000 being sky high, Rivoli re-
plied that the car had been substantially re-en-
gineered with Ferrari input, and that one should 
bare in mind it is one of the few cars built outside 
Maranello that Ferrari has authorised to have its 
badge adhered to. Fiat SA expects that there will be 
a cap of 25 examples supplied for the South African 
market, and it will be interesting to see if all 25 will 
be sold. ■

Oscar Rivoli, Fiat Auto SA Managing 
Director.

The Abarth Esseesse kit. What a wonderful Christmas present!

Time To Go To The Next Level
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Bruce Coquelle

Bruce Coquelle, the ever-cheerful CEO of AutoQuip 
and Partquip, passed away on January 7. A wake to 
honour his life and his lifelong enthusiasm for mo-
torsport will be held at the Kayalmi Marshalls Club 
House tomorrow (Friday) from 3.30 pm.

Born in Benoni in 1947, Bruce’s parents di-
vorced when he was just three years old. He spent 
his early years living with his mother at Robinson 
Hospital in Randfontein, where she was a nurs-
ing sister, and at the age of six went to board-
ing school in Kimberley, where he matriculated 
in 1964.

Bruce was an outstanding sportsman and 
played in the Craven Rugby Week on two occasions 
and was selected for two years to play in the Nuffield 
Cricket week. After school he was elected Cadet 
of the Year at the General Botha Merchant Navy 
Training College in Gordon’s Bay and then joined 
Safmarine where he served for three years on bulk 
carriers and cargo vessels.

In 1966 he joined Quinton Hazell Superite as 
a sales representative, selling such products as the 
famous STP oil additive, which enabled him to in-
dulge in his other great passion (apart from the sea), 
motor racing.

After a long spell at QHS, where he rose to the 
position of marketing manager of the automo-
tive division, he left in 1979, and a few years later 

in 1982, joined his friend George Santana in a new 
business, Autoquip. A year later George and Bruce 
bought out the investors, and the following year 
also started Partquip to take advantage of the grow-
ing aftermarket parts business.

After George Santana emigrated to Australia, 
Bruce became MD of Autoquip, a position he held 
until his death. He relocated to Gordon’s Bay a few 

years ago and suffered from kidney problems for the 
past few years of his life.

He is survived by his second wife, Dawn and 
his two children. His son Cassian has just been 
appointed Group CEO of Autoquip, while his 
daughter, Tamzyn Botha, was recently appointed 
commercial director of Autoquip. Bruce was 64 
years-old. ■

Obituaries

Derek Lawley in 2008.

Bruce Coquelle at his Gordons Bay home.

Derek Lawley

Derek Lawley, a long time motoring journalist and 
advertising sales executive passed away on January 
9, 2012 at the relatively young age of 52.

A livewire character, Derek had a varied ca-
reer, starting out as a motorcycling journalist for a 
title called Motorcycle News in the early 1980s. He 
was a mean rider and raced a 350 cc Yamaha quite 
successfully at his home track at Killarney, outside 
Cape Town.

In later years Derek worked for Caravan and 
Outdoor Life and SA 4X4 magazines, sometimes on 
the editorial side but also in advertising sales. More 
recently he moved to Johannesburg, where he was 
partner in an Edenvale-based promotional market-
ing business, called Scribble Promotions.

Derek will be missed for his for his wisecracks, 
his kind nature and his ability to quaff what seemed 
like endless amounts of beer without falling down. 
He was close to our General Manager, Roger 
Houghton, and The Editor recalls a memorable 10-
day trip to the Kawasaki factory spent with Derek 
and other characters, in 1982. ■
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In which First National Battery 
outlines how batteries were 
first produced in this country 
80 years ago, and how they 
are manufactured today

On 22 September 1931, the first dozen batteries pro-
duced in South Africa were delivered to motor trad-
ers in East London, Stutterheim and King William’s 
Town. Today, 80 years later, more than 2.2 million 
lead-acid batteries are manufactured annually, 
from automotive to agriculture, mining, standby 
power for mission critical operations, and more.

Celebrating 80 years of batteries in South 
Africa, we look back at the history of the battery 
and how the story unfolds for the first and lead-
ing manufacturer and distributor of lead-acid bat-
teries, First National Battery (FNB), a division of 
Metindustrial (Pty) Ltd.

The beginning

Mr J F Jackson can be attributed with bringing bat-
tery manufacture to South Africa. At that time, 
some 60  000 motor car storage batteries were 

being imported annually into South Africa from 
the United States and Europe, and Mr Jackson rec-
ognised that the demand for batteries in motor ve-
hicles had to represent a ready, regular and growing 
market.

Just how far the company and battery produc-
tion has progressed can be gauged by comparing 
current automated manufacture with the methods 
employed 80 years ago.

The original manufacturing process

Producing batteries was a long, manually inten-
sive process. The start of the process was to make 
a series of grids from slabs of special antimonial 
alloy lead. These were melted in a coke furnace 
handling about 500 kg and poured into a special 
hand-engraved mould, manufactured from steel. 
After trimming with a patent cutter the grids were 
ready for pasting. The paste consisted of a pink 
composition of lead oxide, which was forced into 
the interstices of the grid with a kind of trowel. 
When the process had been repeated on the reverse 
side, the grid had now become a plate. With the 

newly-formed plate there was next the curing process. 
In the curing process the plates were subjected to a 
temperature of 225 degrees Fahrenheit for one hour 
in a curing oven. The plates were placed in leaded 
racks and heated by kerosene lamps to generate 
carbon monoxide. The plates went directly into 
burning racks... six plates to a positive group and 
seven to a negative group for a 13-plate battery. In 
the burning racks the posts connecting the groups 
were burned on. Then to the forming tanks where a 
combination of electric current and sulphuric acid 
converted lead oxides into sponge-lead and lead 
peroxide... active material for the batteries.

Insulators or separators of rubber or wood were 
inserted between the positive and negative plates. 
The plates were then assembled in hard rubber 
box containers. Then followed an operation which 
required unusual skill and experience to perform 
without botching... the burning on of the connec-
tors to the group bars and terminals using oxy-
acetylene. The top cover of the rubber box was then 
sealed as tight as a safe with sealing compound – 
usually bitumen. Afterwards the completed battery 
was filled up to the correct level with sulphuric acid 
and put on final charge for 10 to 12 hours.

Methods of battery manufacture continued 
virtually unchanged for the first 50 years. In 1953, 
FNB produced between 50 and 100 batteries on a 
good day, a total of about 1500 per month. All op-
erations at that time were manual, except for paste 
mixing and pasting.

Battery manufacturing today

First National Battery’s early pioneers would be as-
tounded if they could see the way in which the com-
pany they founded is producing batteries today.

No more laborious handwork. Instead, a line 
of machines, automatically producing a steady 
stream of top quality batteries, 24 hours a day, five 
days a week, with very little human intervention. 
Not just a dozen batteries after days or weeks of 
labour, but up to 10 000 automotive batteries in a 
single day.

And, thanks to advances in battery technol-
ogy over the years, the batteries themselves are also 
vastly superior today, with a process of automation 
that ensures consistent quality, battery after battery, 
eliminating human error. The latest development is 
the VRLA battery, which does not ever require wa-
ter to be added.

For more information visit the company’s web-
site www.battery.co.za or call 0800 112 600 toll free 
or email marketing@battery.co.za. ■

Advertorial Feature
South Africa Celebrates 

80 Years of Batteries

Finished Auto Batteries.
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AuoLive: Dr Zimmermann, how would you sum up 
your first seven months in South Africa?

Dr Martin Zimmermann: Definitely exciting, 
in terms of getting to know the country and the 
people here, with a very positive, forward-looking 
spirit and a very opened-armed welcome, whether 
it is be from employees, neighbours, business part-
ners or my colleagues. It’s been a very nice experi-
ence for myself and my wife.

I think the market here is one of the most in-
tense in the world, basically having all the brands 
you can imagine on the road. Having over 1  200 
models in a market which is of around 550  000 
vehicles.

So it is very competitive, which obviously 
makes it quite an exciting challenge. We are very 
proud at Mercedes-Benz that we could introduce 
four new models since I arrived here, the C-Class, 
the C-Class Coupe, the SLK and the CLS, plus a 
number of AMG versions coming to market, all of 
which generated a lot of excitement.

We are the market leader in our premium seg-
ment in 2012, whereas in 2010 we were slightly be-
hind BMW. So we have regained market leadership, 
we have a strong position in the commercial market 
side, especially the extra-heavy category, and this 
year Mercedes and Freightliner trucks dominated 
the market.

Also, with the Mercedes-Benz vans we have a 
more-than 50 per cent share with our Sprinter in 
its category, and that market segment is growing 
nicely.

So, on the truck side we have had a lot more 
growth than on the passenger side. On the nega-
tive side, the truck market has not developed as we 
planned at the beginning of the year. Growth has 
been smaller in the last couple of months and in the 
commercial vehicle sector I would say customers 
are more careful in terms making investment de-
cisions, given the uncertainty of the overall busi-
ness environment and the uncertainty of the GDP 
growth rate.

On the passenger side too, inflation rates are 
important with a number of our customers looking 
at financing not only a car, but other purchases. So 
there is a bit of concern going forward.

AutoLive: Is there a fear that there will be an-
other big economic dip?

Dr Zimmermann: We would not predict a 
dip yet. We predict growth rates that are definitely 
not higher for the coming year. There will still be 

growth, however, and this is good compared to 
many countries around the world. But these will 
not be the same levels of growth rates seen recently.

Nevertheless we are confident for Mercedes-
Benz on the passenger side, as well as the commer-
cial side. We have new models coming, also on the 
truck side. And with these we predict that we will 
grow our market share.

AutoLive: What was your market share growth 
in 2011?

Dr Zimmermann: For 2011 the overall market 
share compared to the total market has gone down 
slightly. But in the premium segment we have gwon 
share. This is quite usual for South Africa, as we 

The First Seven Months
Dr Martin Zimmermann took over the reigns of Mercedes-Benz South Africa in May 2011. AutoLive caught up with 
him in December and asked him how the first seven months in South Africa had been.

Dr Martin Zimmermann, enjoying South Africa, and hoping to reduce his golf handicap.

“Nevertheless we are confident for 
Mercedes-Benz on the passenger 

side, as well as the commercial 
side. We have new models 

coming, also on the truck side. 
And with these we predict that 
we will grow our market share.”

continued on next page 
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have seen big growth in the lower-priced passenger 
car segments and this has been driving the overall 
market growth, while the premium segment has 
only grown half of that.

AutoLive: With BMW introducing its most im-
portant player, the 3 Series, how will you counter 
this, and how well do you expect them to do with 
that car?

Dr Zimmermann: We obviously have the new 
C-Class, launched in July 2011, and we have the new 
C Coupe in addition, so we feel well-equipped to 

fight back. Our C-Class has been by far the biggest 
seller in its segment in that market, so I think we are 
well prepared for the honest fight we will have with 
our competitors in that market.

AutoLive: What about the B-Class. This car 
has performed well, but you have a new version on 
the way.

Dr Zimmermann: Yes, B-Class has done very 
well, especially considering it is the last year of the 
current model. We will bring the new car here in 
the second quarter of 2012, and step by step intro-
duce the various models. We are certain that with 
the B-Class we can grow more market share. And 
then in early 2013, we introduce the new A-Class, 
which, as you may have surmised at the show, where 
a concept was shown, will be a completely differ-
ent vehicle to that which we currently have. It has 
a completely different structure with a new target 
market. Then we will also introduce a new SUV ver-
sion of the A-Class, which will be more in line with 
the current customer segment.

AutoLive: On a personal note, how have you 
been spending your leisure time in South Africa?

Dr Zimmermann: We love the life at home, 
with everybody outside, interacting with our neigh-
bours. A very lovely place – we live in Pretoria – we 
meet for a glass of wine, tell stories and enjoy our-
selves. The second thing, we had the chance to to 
visit a few bush camps, unfortunately the Kruger as 
yet, but a few closer to home. And it is very excit-
ing to see all the animals, and also the countryside. 
We are also managing to play a fair amount of golf, 
and I am happy to say I am losing far less balls than 
when I got here! ■

The A-Class concept at JIMS. Dr Zimmermann says the production version in 2013 will follow a similar theme.

“Yes, B-Class has done very well, 
especially considering it is the last 
year of the current model. We will 

bring the new car here in the second 
quarter of 2012, and step by step 
introduce the various models. We 

are certain that with the B-Class 
we can grow more market share.”

 continued from previous page

“We obviously have the new 
C-Class, launched in July 2011, 

and we have the new C Coupe in 
addition, so we feel well-equipped 

to fight back ... I think we are well 
prepared for the honest fight we 
will have with our competitors...”
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A truck had broken its propshaft and was stranded 
in the slow lane on the N3 a few kms outside the 
little town of Van Reenen, where the Community 
Medical Services had set up base for the whole of 
the Chistmas period, as part of its on-going Van 
Reenen’s Project.

Worse, a call to the truck’s operator produced 
an inexplicably stupid, even criminal response. The 
operator refused to allow police intervention to get 
the truck towed to safety. Instead he would send 
another horse down from Johannesburg to tow his 
truck to safety.

“So, in order to save the R4 000 towing fee, the 
operator put the lives of our three volunteers, plus 
countless motorists, at risk for the five hours it took 
for his mechanical horse to arrive,” says Hull. “We 
put up cones further up the road directing the traf-
fic into the fast line and we stood there with torches 
warning people of the danger. But the mist was so 
bad that on four occasions we heard screeching of 
brakes and we had to dive over the Armco railing 
for safety, as we had no idea how fast the vehicles 
were approaching, and where they were, because 
visibility was virtually zero. It was terrifying.”

An even worse occurrence had happened ear-
lier during the holiday period. A head-on collision 
involving an overloaded minibus claimed the lives 
of 30 people.

“Ironically,” says Hull, “alcohol was not a 
huge factor in many of the cases we attended to. 
The big cause of many of these accidents is fa-
tigue. We monitor these buses as they run down 
from Johannesburg and back over the period, and 
many of them run down empty, pick up passengers, 
and then immediately return for yet another trip. 
The police concur on the fatigue factor, because 

often there are no indications that the brakes have 
even been applied, something that the forensics 
experts can tell by examining, amongst other fac-
tors, the brake light bulbs. The drivers of mini-
buses and heavy duty vehicles are simply working 
too hard, staying behind the wheel too long, and 
falling asleep.”

The Road Safety Foundation was founded by 
Hull and Petro Kruger some five-and-a-half years 
ago. However, the Van Reenen’s Project had its 
beginnings some 29 years ago, when Hull offered 
assistance to BMW, which had set up a road-side 
service point to assist with cars which were break-
ing down due to problems with the Alcohol in our 
fuel at that time.

BMW withdrew from the project a few years 
after the mechanical problems dissipated – alcohol 
was withdrawn from our fuel supplies – but Hull 
and the team he had assembled carried on.

The Van Reenens project is staffed by volun-
teers, male and female, and they live in a a building 

that was constructed on the Caltex Garage property 
(kindly donated by Caltex).

“We now have a fridge and hot water, but for 
many years we operated out of tents. And it gets se-
riously cold there. Last year in August during the 
blizzard, we had a situation where an ambulance 
was snow-bound, and it was transporting a critical 
patient from Witbank to Durban. The ambulance 
was running out of oxygen, which the patient de-
pended on, and morphine, as well as diesel.”

“We assisted with the medical supplies we had 
and, with the help of the military, succeeded in 
clearing a passage for an ambulance from Durban 
to pick the patient up. When it arrived, we had just 
15 minutes of oxygen left, it was that touch and go.”

“This year was probably the worst I’ve expe-
rienced in the past 29. The number of serious ac-
cidents was horrendous, there were 17 that we at-
tended to between December 2 and January 5, and 
of course we also assisted in breakdowns.”

A qualified Advanced Emergency Assistant 
paramedic, Hull said that the main cause of the 
accidents was fatigue. In the incident of the truck 
with a broken prop-shaft mentioned earlier in this 
article, Hull says that this also highlighted the lack 
of training in the Free State. “If that had happened 
in KZN, the police would have moved the truck, no 
question.” ■ 

Interview: Philip Hull
On a night when the mists swept 
over the Van Reenen’s Pass in 
pea-soup density, Philip Hull and 
his team received the call they were 
dreading. 

Philip Hull.

“This year was probably the worst 

I’ve experienced in the past 29. The 

number of serious accidents was 

horrendous, there were 17 that we 

attended to between December 2 

and January 5, and of course we 

also assisted in breakdowns.”

“We now have a fridge and 
hot water, but for many years 

we operated out of tents.”
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Detroit

Last week the Range Rover Evoque was named 
the 2012 North American Truck of the Year. The 
announcement, which was made at the North 
American International Auto Show in Detroit, saw 
the Evoque triumph over tough competition from 
the BMW X3 and the Honda CR-V. The judging 
panel of senior US automotive journalists chose the 
Evoque as the winner after reviewing it against its 
competitors in six key categories: value for the dol-
lar, innovation, handling, performance, safety and 
driver satisfaction.

“We are honored that the all-new Range Rover 
Evoque has been named the 2012 North American 
Truck of the Year, one of the most celebrated auto-
motive awards in our industry,” said Andy Goss, 
President, Jaguar Land Rover North America.

The Range Rover Evoque was reviewed by a coa-
lition of 50 automotive journalists, from the United 
States and Canada, representing all media plat-
forms. Every year, the jurors of the North American 
Truck of the Year convene to determine worthy 
vehicle contenders and limit the eligible vehicles 
to approximately 10 cars and 10 trucks. Based on a 

points system, the jurors rate the vehicles and send 
their ballots to Deloitte & Touche’s office in Detroit 
where the selection process is narrowed down to the 
three cars and three trucks with the most points. 
Once the three finalists are announced, the jurors 
vote again on the finalists.

The North American Truck of the Year honor 
is the latest global accolade that the Range Rover 
Evoque has received since its launch in September 
2011. It is the first NAToTY title for Land Rover al-
though the brand has been shortlisted three times. 
Additionally, in North America, the car has been 
named Motor Trend’s 2012 Sport/Utility of the 
Year, Autoweek’s “Best of Best” Truck, Road & 
Travel’s International Truck of the Year, Decisive 

Magazine’s Urban Truck of the Year, Automobile 
Magazine’s 2012 All-Star Award and Best Luxury 
Compact Vehicle from Automotive Lease Guide 
(ALG) and Bloomberg News’ Crossover Car of 
the Year.

In the UK, the Range Rover Evoque has been 
named Car of the Year by several titles including 
Auto Express, Top Gear and The Sun. Additionally, 
the UK’s leading consumer publication, Which? re-
cently chose the Evoque as one of the best vehicles 
to go on sale in 2011.

Frank Klaas, Global Head of Communications 
for Jaguar Land Rover, said: “It is fantastic news that 
we have been awarded North American Truck of 
the Year, which is further recognition for the hard 
work of both the team in the market and also our 
employees based at our design, engineering and 
manufacturing sites in the UK. Also today, the 
European Car of the Year jury has announced that 
the Range Rover Evoque is one of seven cars short-
listed for this highly prestigious European award. 
The entire Evoque team has their fingers crossed 
ahead of the final announcement at the Geneva 
Motor Show in March.” ■

Motor Show Highlights

North American Truck of the Year Award.

“Every year, the jurors of the 
North American Truck of the Year 

convene to determine worthy 
vehicle contenders and limit the 

eligible vehicles to approximately 
10 cars and 10 trucks.”
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Birmingham

The all-new Ford Fiesta RS World Rally Car livery 
was revealed this week when the company’s official 
team unveiled the new colours that will adorn the 
car in the 2012 FIA World Rally Championship.

Ford World Rally Team director Malcolm 
Wilson and Ford of Europe motorsport chief 
Gerard Quinn unveiled the livery for the eye-catch-
ing Fiesta RS WRC on Monday at the Autosport 
International Racing Car Show in Birmingham, 
motorsport’s traditional start-of-season showcase 
event.

The team will continue to be sponsored by 
Castrol EDGE. Branding for Castrol’s global range 
of best-in-class motor oils will feature prominently 
in the Fiesta RS WRC’s new livery for the upcoming 
season, as it did in 2011.

The Fiesta RS World Rally Car, with its four 
wheel-drive transmission and 1.6-litre EcoBoost-
inspired engine will once again spearhead Ford’s 
challenge in the 2012 and 2013 championships. 
The car, based on the best-selling Fiesta road car, 
claimed a clean sweep of the podium in both the 
first and final rounds of its debut season last year.

Finland’s Jari-Matti Latvala and co-driver 
Miikka Anttila, who topped the world rankings 
for special stage victories in 2011 and won the final 
round of the championship in Rally GB last season, 
are confirmed as team leaders for 2012.

They will be partnered by former world cham-
pion Petter Solberg and Chris Patterson, who have 
signed a one-year agreement to drive the team’s 
second Fiesta RS WRC in all 13 rounds. The expe-
rienced Solberg won the world title in 2003 and the 
37-year-old Norwegian has 13 world rally wins to 
his name. It will be his second stint with Ford, hav-
ing launched his world rally career with the team 
in 1999.

The car will enjoy Castrol Edge sponsorship.

Detroit

Toyota last week unveiled the Prius-based NS4 ad-
vanced plug-in hybrid concept vehicle at the 2012 
North American International Auto Show (NAIAS) 
in Detroit. The NS4 concept is a dedicated plug-in 
hybrid, separate from the Prius family, designed 
with future mobility requirements in mind.

“In this digital age, cars are becoming another 
spoke in the wheel of our electronic connectivity,” 
said Jim Lentz, Toyota Motor Sales USA (TMS) 
president and chief operating officer. “NS4 demon-
strates Toyota’s take on the human connection to 
the car with technology that considers both emo-
tional and rational relationships, person-to-car and 
car-to-society.”

NS4’s advanced powertrain targets a next-
generation Hybrid Synergy Drive plug-in system 
featuring reductions in component size and weight 
with improved overall fuel economy, better acceler-
ation and longer all-electric range, while maintain-
ing a short charge time.

Sleek, Futuristic Styling

The NS4 concept signals the new styling direction 
for the Toyota brand aimed at creating an emotional 
connection with consumers (highlighted in an arti-
cle in AutoLive 14 on Japan’s new design chief). NS4 
styling lines reflect a new take on the aerodynam-
ics of the modified triangle, with a low height and 
cabin-forward tilt. The distinctive open trapezoid 
grille is accented by a floating lower spoiler and 
wing-like daytime running lights wrapping around 
to a sculpted fender. Rear lamps wrap around the 
sides of the vehicle to quarter sections layered into 
blistered fenders, while the rear lamp wings create a 
sharp edge and the effect of a rear spoiler.

The A-pillars are ultra-thin for improved driver 
visibility while maintaining roof crush integrity. 
The roof line profile, lift back design and powered 

swan-wing doors create greater accessibility and ef-
ficient functionality.

Increased Connectivity

Traditional vehicle development cycles average four 
years, but this is rapidly changing in the digital age. 
Vehicles have become another communication hub 
in the connected-consumers lifestyle and automak-
ers must integrate the latest technologies into their 
product offerings.

The NS4 concept’s Human-Machine Interface 
(HMI) provides a user interface built around a mul-
ti-touch screen with the look and feel of a smart-
phone. The simple, intuitive operation conveys in-
formation quickly while minimising distractions 
and maximising driver awareness. The multimedia 
and vehicle-controls enhancement also direct the 
air conditioning, audio, battery-charge and navi-
gation functions. The HMI system is even capable 
of “learning” driver preferences and habits to an-
ticipate driver responses in specific environments 
and situations. This concept represents a truly con-
nected vehicle, offering the latest technology in a 
responsible and convenient package. ■

Motor Show Highlights

Ford RS, with Ford’s Malcolm Wilson (kneeling), Gerard Quinn, and Castrol’s Donald Smith.

Toyota’s sleek NS4 plug-in hybrid concept shown at Detroit.
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By Stuart JohnSton

The opportunity arose to spend the Christmas 
period with s Honda Accord 2,2 DTEC Executive 
six-speed manual, selling for a not inconsiderable 
R399 400. The problem that Honda faces here is the 
strength of the Japanese yen, and it doesn’t have too 
much in the way of any export product to off-set the 
cost of its fully-imported model range.

Nevertheless, Hondas – all Hondas – remain 
a class act, and my re-acquaintance with the brand 
brought this home once again.

From my first drive in the car just after the holi-
day season began, I was struck by what a satisfying 
driver’s car this is. It remains one of the best main-
stream models to come out of Japan in terms of its 
overall engineering integrity, its understated yet 
distinctive elegance, and the way that its engineers 

infuse an element of sportiness into every aspect of 
its performance and structure.

At the heart of this is its steering system. I know 
of few front-wheel-drive cars that respond so crisply 
and accurately to input on the traditional small-di-
ameter steering wheel. And yet there is never a hint 
of nervousness about the way it changes direction, 
or indeed holds an absolutely straight line, even at 
high speeds.

The steering system, and the very adjustable 
driving position make this a car with which you 
have an intimate relationship whether you are daw-
dling or pressing on fast.

With some 132 kW on tap at 4 000 rpm it’s not 
particularly fast, being good for a 0-100 in around 
nine seconds and a top speed of n about 220 km/h. 
But those figures are totally appropriate for what is a 
largish family sedan with an executive level of trim, 
especially one that is fitted with a diesel engine.

The 2,2-litre diesel motor has the nice charac-
teristic of being able to rev to the 5 000 level, which 
is high for a diesel, so there is a gradual power drop-
off if you are forced to stick in a certain gear, while 
overtaking for instance.

On the negative side, there is not much torque 
at all off idle and I found myself having to learn to 
slide the clutch slightly to avoid stalling the car when 
pulling away gently and parking it. This became 

second nature after a few days, but there are diesel 
engines that have better low speed torque. On the 
other hand, many of these are of larger capacity, 
and depending on gear ratios, some of them are a bit 
jerky on pull-off. That diesel compromise between 
off-boost lag and on-boost thrust is not easy to re-
alise, and here in South Africa we have the added 
problem of high-altitude, where the off-boost power 
drop off is exaggerated. In essence, all turbocharged 
diesel engines should be re-profiled for high-altitude 
use, but this is obviously not economically viable.

The other aspect of the car that bugged me 
was its long nose overhang. I actually preferred the 
previous rendition of the Accord which had more 
sporty styling and much shorter nose overhang 
– presumably the latest model has its longer nose 
partly for style reasons, but mainly to comply with 
the increasingly stringent pedestrian safety regs.

In a South African context, the long nose, in 
conjunction with quite a low ride height, requires 
excessive car to be taken over speed bumps and 
when exiting sloping driveways with a sharp angle 
onto the road.

As for fuel consumption, I worked particu-
larly hard to achieve a low average figure over the 
total holiday time distance, which was spent on a 
few freeway trips but much tootling around Jo’burg 
suburbia.

At one stage I managed to get the overall, test-
ed consumption average down to the 6,9 litre/100 
mark, but this then rose up to 7,2 litres/100 and I 
eventually whittled it down to an average of 7,0 li-
tres/100, of which I was quite proud.

I reckon, though, that in normal use you’d be 
hard pressed to get below the 8,0 litres/100 region, 
as I stress my driving was done with exceptional 
care towards economy, and I also didn’t have to deal 
with too much in the way fo traffic jams.

All in all, I would recommend the Accord 2,2 
DTEC Manual as a very sound choice, although 
price-wise it is up against strong equivalents from 
the likes of Audi, BMW and Merc. But it’s in that 
league, and if Honda’s reliability record is anything 
to go by, it’s still a great buy. ■

Totally In 
Accord

Honda Accord Diesel used 7,0 litres/100 km.

http://www.autolive.co.za
http://www.batterycentre.co.za


Subscribe for free @
www.autolive.co.za Page 16

Snippets
NAACAM’S NEW PRESIDENT 
AND VICE PRESIDENT

NAACAM, the National Association of Automotive 
Component and Allied Manufacturers, has an-
nounced the election of a new President and Vice-
President at their recent AGM. Mpueleng Pooe, 
the Chairman of Metair Investments Limited, was 
elected President. Pooe, a lawyer by profession, is an 
Executive of Royal Bafokeng Holdings and Board 
member of Impala Platinum.

Outgoing NAACAM President, Stewart 
Jennings, said he believed the appointment of a 
new President with broad business experience and 
a legal background would undoubtedly be of great 
benefit to the association in the challenging times 
which lay ahead.

NAACAM also announced that Alfred Da 
Costa, the CEO of the Ukuvula Holdings, a di-
versified Manufacturing and Commercial Group, 
has been elected as Vice President. Da Costa was 
formerly CEO of the Port Elizabeth Chamber of 
Commerce and Industry and serves on several 
boards. Theo Loock, Metair CEO, remains as the 
other Vice President. ■

OUT-GOING NAACAM 
PRESIDENT SOUNDS 
WARNING

In his final report to NAACAM members, Stewart 
Jennings highlighted the fragile nature of the auto-
motive industry recovery in 2011. He pointed out 

that the biggest threats remained the cost increases 
being faced in South Africa and the continual rise in 
imported vehicles and parts, coupled with the strong 
currency. He concluded by stating that NAACAM 
would work closely with the authorities to ensure 
they address the barriers to competitiveness and 
infrastructure investment, provide temporary relief 
to manufacturers where appropriate and facilitate 
improved productivity and skills development. ■

LUXURY LEADER
BMW fended off a late-year challenge from 
Mercedes-Benz to win its first title as the best-
selling luxury brand in the US. BMW pipped 

Mercedes-Benz by only 2 715 units: 247 907 BMWs 
vs. 245 192 Mercs. Lexus, which had held this cov-
eted title for the last 11 successive years was third 
with 198 552 units sold.

The Japanese brand not only suffered from safe-
ty recall backwash and natural disasters but was also 
bludgeoned by the most expensive yen in history. 
2011 was the first time since 1999 that Lexus sales 
dropped below the 200 000 unit mark, but the brand 
still holds the record for annual luxury car sales in 
the US, with 329 177 units having been sold in 2007.

Mercedes has held the title once before – in 
1999 – before ceding it to Lexus. Before that the 
best-selling luxury brands had been Cadillac (1990 
– 1997) and Lincoln (1998). ■

BMW X3, built in South Carolina, has helped BMW retain market leadership of the luxury 
segment in the US.
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HYUNDAI RETENTION
Hyundai has come out top in customer retention in 
the US for 2011, with 64% of owners opting for the 
same brand again – particularly those with Sonatas 
and Elantras. This performance saw the South 
Korean maker overtake 2010 joint leaders Ford and 
Honda, who had 62% retention each to tie for sec-
ond spot in 2011.

They were followed by BMW, Kia, Toyota, 
Chevrolet, Mercedes-Benz, Lexus and Cadillac. The 
worst performers on this index for 2011 were SAAB 
(7%), Suzuki (20%) and Dodge (21%). ■

PIPELINE FLOWS
The good news is that there will be a gradual reduc-
tion in the number of road tankers ferrying fuel be-
tween Durban and Gauteng following the opening 
of a new, R23-billion multi-product pipeline.

The new facility will be phased in over 18 
months until the completion of terminals at each 
end of the 555km pipeline. Initially it will only 
carry one product, diesel fuel. Later it will be able 
to transport various grades of petrol, high and low 
sulphur diesel, and jet fuel at a rate of about three 
million litres an hour.

The new pipeline replaced one that dated back 
to 1965 and is expected to be economically active 
for the next 80 years, with the potential to have its 
capacity doubled when the need arises. ■

CLEAN-BURNING TOYOTAS
Toyota has been confirmed as the automotive in-
dustry leader in Europe in terms of the average 
fleet-wide emission of CO2. Its average for the fleet 
comprising both Toyota and Lexus vehicles) was 
112,2gm/km, which was well below the industry av-
erage of 140g/km and some 16gm/km ahead of the 
commission’s target of 128,35gm/km for the TME 
model range.

The target was set based on the sale of 564 633 
new Toyota and Lexus registrations in EU states in 

2010 and is based on 2015 fleet emission calculation 
methods.

Toyota is aided by the growing range of petrol-
electric hybrid models in its range, with cumula-
tive sales of Toyota and Lexus hybrids worldwide 
having passed the 3,5-million mark in 2011. More 
than 10% of the models sold in Europe are now 
hybrids. ■

TOPS IN THE US
The Hyundai Elantra and Land Rover Range Rover 
Evoque were named 2012 North American Car and 
Truck of the Year today by a panel of automotive 
journalists. The announcement was made at the re-
cent Detroit Motor Show.

The Ford Focus and Volkswagen Passat were fi-
nalists for the 2012 North American Car of the Year, 
while the BMW X3 and Honda CR-V were North 
American Truck of the Year finalists.

This is the second time that Hyundai has won 
the North American Car of the Year. It previously 
won for the Genesis in 2009. This is the first time 
that Land Rover has won the North American 
Truck of the Year.

The awards are judged by 50 automotive jour-
nalists from the United States and Canada – rep-
resenting magazines, newspapers, Web sites, TV 
and radio. ■

MAZDA3 REIGNS
Believe it or not, but the model that ended the 
Holden Commodore’s 15-year reign as Australia’s 
top selling passenger car range was the Mazda3. It 
sold 812 units more than the Commodore in 2011 
(41 429 vs. 40 617). Large Holdens and Fords had 
dominated the Oz market since 1948.

Toyota retained its title as top-selling manu-
facturer for the ninth consecutive year, with an 
18% share of a total market of 1 008 437 vehicles. 
Toyota was followed by Holden, Ford, Mazda, 
Hyundai, Nissan, Mitsubishi, Volkswagen, Subaru 
and Honda.

Toyota also triumphed in New Zealand, notch-
ing up its 23rd successive year as market leader, with 
a 20,7% share. The Toyota Corolla was the top-seller 
in the land of the All Blacks for the fourth straight 
year. It was followed by the Toyota Hilux, Suzuki 
Swift and Holden Commodore. ■

Mazda 3 a top-seller Down Under.
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The team at Hino SA is upbeat about its growth 
prospects in the SA truck market in 2012 after a dif-
ficult 2011. “Although the general forecasts are for 
comparatively small growth in the local truck and 
bus market we are determined to regain the mar-
ket share we lost during the previous 12 months,” 
explained Hino vice-president Dr. Casper Kruger.

Hino, like the other Japanese vehicle manufac-
turers, was affected by not only the tsunami and 
earthquake that hit Japan on March 11, but also by 
flooding in Thailand towards the end of the year 
which impacted on the ability of component mak-
ers in that country to supply many of the world’s 
vehicle manufacturers – mainly those located 
in Japan

“Even though we put contingency plans in 
place following these natural disasters – particu-
larly in terms of our after sales support to customers 
– we had significant stock shortages for much of the 
year. This resulted in us losing 1,7% in overall truck 
and bus market share*, but we still held onto second 
place behind Mercedes-Benz,” explained the Hino 
executive.

“Hino maintained its proud record as the long-
time market leader in the medium truck market, 
despite shedding 2% in share. The Hino 300/Toyota 
Dyna led the way in this segment of the SA market 
for the 31st consecutive year. 

“The Hino 500 Series remained the second 
best-selling heavy truck range in the country and 
here we gained 0,3% in share. We dropped 1,3% in 
the extra-heavy segment, but this is an area where 

we are going to make a concerted effort to increase 
penetration,” added Dr. Kruger

Hino sees the short term outlook for the truck 
market in 2012 as positive, particularly as the stock 
situation improves, with Hino production running 
at full capacity in Japan again.

The company is also going to have a big boost in 
March with the arrival of the impressive new range 
of 300 Series trucks, including some important new 
derivatives to the line.-up. 

The new 300 Series was previewed at the 
Johannesburg Truck and Bus Show in October 
and attracted a great deal of attention from poten-
tial customers. South Africa will be the first semi-
knocked down market in the world to get this im-
portant new range.

The Hino vice-president stressed that the 2012 
focus was not going to be on increasing volume at 
the expense of customer satisfaction. “We want to 
be known for offering unparalleled uptime to our 
customers and to this end we will be taking some 
actions to further improve parts availability.

“One of the highlights of last year was the an-
nouncement of our HinoCare initiative that enables 
us to increase service intervals on all Hino models 
as a major contributor to improving our all-impor-
tant CPK (cost per kilometre) figures. We have also 
made significant improvements to the warranty 
benefits for certain of our models.” 

“We’ll launch an extension to the HinoCare of-
fering in 2012, which will include the introduction 
of service and maintenance plans on the 300, 500 

and 700 Series to provide added peace of mind for 
operators,” concluded Dr Kruger.

*The market share figures were computed us-
ing sales figures for the first 11 months of 2011 and 
calendar year figures for 2010 so that the Daimler 
Group, which did not report sales for December 
2011, could be included in the comparison to make 
it relevant, as this company sells about a quarter of 
all trucks and buses in South Africa. ■

Hino Determined To 
Regain Market Share

Dr Casper Kruger.
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SUMMARY: SOUTH AFRICAN VEHICLE SALES FIGURES AT 
THE END OF DECEMBER 2011 (EXCLUDING MERCEDES-

BENZ, SMART, FREIGHTLINER AND FUSO*)

TOTAL MARKET

2011 570 012

2010 492 907

Increase of 15,6% between 2011 and 2010

DECEMBER 2011 43 790

NOVEMBER 2011 49 498

DECEMBER 2010 39 455

Increase of 11% between sales in December 2011 and December 2010

PASSENGER CAR MARKET

2011 394 503

2010 337 130

Increase of 17% between 2011 and 2010

DECEMBER 2011 29 787

NOVEMBER 2011 33 071

DECEMBER 2010 26 601

Increase of 12% between sales in December 2011 and December 2010

LIGHT COMMERCIAL VEHICLE MARKET

2011 148 261

2010 133 756

Increase of 13% between 2011 and 2010

DECEMBER 2011 12 788

NOVEMBER 2011 11 317

DECEMBER 2010 14 132

Increase of 13% between sales in December 2011 and December 2010

OVERALL TRUCK AND BUS MARKET

YTD 2011 25 038

YTD 2010 20 484

SUMMARY: SOUTH AFRICAN VEHICLE SALES FIGURES AT 
THE END OF DECEMBER 2011 (EXCLUDING MERCEDES-

BENZ, SMART, FREIGHTLINER AND FUSO*)

Increase of 22,2% YTD 2011 and YTD 2010

DECEMBER 2011 1 215

NOVEMBER 2011 2 295

DECEMBER 2010 1 637

Decrease of 25,8% between sales in December 2011 and December 2010

TOTAL VEHICLE EXPORTS
2011 267 963
2011 239 465

Increase of 11,9% between 2011 and 2010

DECEMBER 2011 13 665 

NOVEMBER 2011 20 453

DECEMBER 2010 22 157

Decrease of 38,3% between exports in December 2011 
and December 2010

PASSENGER CAR EXPORTS

2011 183 035

2010 181 654

Increase of 0,8% between 2011 and 2010

LIGHT COMMERCIAL VEHICLE EXPORTS

2011 84 123

2010 56 950

Increase of 47,7% between 2011 and 2010

TRUCK AND BUS EXPORTS

2011 805

2010 861

Decrease of 6,5% between total truck and bus exports in 2011 and 2010.

*  Owing to a global directive by Daimler-AG not to issue any sales figures for 
December, all Mercedes-Benz products are not included in this report for 
December. See the accompanying explanation, as issued by NAAMSA.

NAAMSA Sales Dec 2011
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PASSENGER CARS 

In December 2011 MBSA came out ahead in the 
premium/luxury market, with 1 714 Mercedes-
Benz cars sold. This was a new December record, 
representing an impressive increase of 38% com-
pared to the previous benchmark set in December 
2010. Eckart Mayer, MBSA Vice President responsi-
ble for Sales and Marketing of Mercedes-Benz Cars 
adds: “Local sales of cars with the three-pointed star 
were mainly driven by the new generation C-Class, 
up year-on-year by 22%, the brand new C-Coupé, 
SLK and CLS models, as well as a continued strong 
performance of the popular E-Class and M-Class 
models.

“With our impressive 2011 registrations of 23 
561 Mercedes-Benz cars, we secured the No.1 po-
sition for luxury cars–a solid increase of 5% com-
pared to 2010. Our smart registrations accounted 
for an additional 125 units.” 

MBSA achieved a local market share of 7.1% for 
2011, which is the highest market share amongst all 
the major markets worldwide, apart from Germany, 
for Mercedes-Benz passenger cars.

COMMERCIAL VEHICLES

Commercial vehicle sales at MBSA again ended 
2011 as the undisputed leader in the South African 
commercial vehicle market, with an overall increase 
of 13.7% to 7 035 units. One in every four com-
mercial vehicles sold in South Africa comes from 
the commercial vehicle portfolio of MBSA, which 
includes Mercedes-Benz Trucks, Vans, and Buses; 
Freightliner; Western Star; and Mitsubishi FUSO. 

“We are delighted with the performance of 
our commercial vehicle portfolio,” says MBSA’s 
Managing Director, Dr Martin Zimmermann. “The 
exceptional volume increase in a strongly grow-
ing market indicates that our value-chain focussed 
strategy was the right way to go, as it contributes 
to the success our commercial customers and lets 
them concentrate on their core business.”

Good performance in all segments
According to Kobus van Zyl, Vice President re-
sponsible for Sales and Marketing of Commercial 
Vehicles, the underlying market drivers in the 
transport industry were consistently strong 
throughout 2011. “This was especially evident in 
the extra-heavy commercial vehicle market seg-
ment, where we have seen an increase of nearly 40% 

over last year’s figures. We are the biggest seller in 
this segment and pleased with the performance of 
all our brands. Freightliner sales more than doubled 
to 1 276 units and Mercedes-Benz trucks ended the 
year on 2 410 units, more than 42% up on 2010.”

While the market growth in the Van segment 
was not as buoyant as was the case in the truck 
segments, Mercedes-Benz Vans had a ‘stellar’ year 
with sales growth of 33% to 3 202 units. “We are 
especially delighted with our Vito and Viano sales 
where we recorded increased sales of 47.1% to end 
the year on 1 311 units in this segment,” says Van 
Zyl. “For 2012, we remain optimistic as a number 
of niche markets are yet to be explored and we will 
seriously pursue ways to unlock the sales potential 
in these,” he adds.

Mitsubishi FUSO has seen a slight decline 
of its annual sales by 2% vs. 2010. This was due 
to the negative impact of the natural disaster in 
Japan, which resulted in supply constraints so that 
a number of customer orders could not be served. 
“However, with the resilient support and efforts of 
our Japanese colleagues we have everything in place 
once more, and our teams are willing and ready to 
regain the ground lost and to grow to where the 
FUSO brand should be,” says Van Zyl.

MANUFACTURING

Mercedes-Benz plant in East London 
remains consistent world-leading quality 
producer
In 2011, MBSA achieved a production record of 
over 54 312 Mercedes-Benz C-Classes built in East 
London (compared to 52 101 in 2010), and expec-
tations are that 2012 production will significantly 
exceed that of 2011. ■

While Mercedes-Benz SA was 
unable to report its detailed sales 
figures due to the Daimler AG 
Global Directive, it did issue a 
separate release detailing overall 
sales figures for December and 
total sales for 2011. Herewith an 
abreviated version of the release:

Mercedes Press Release

Note to NAAMSA Members and 
Subscribers to the NAAMSA 
New Vehicle Sales Statistics 
and NAAMSA Media Release:

For Immediate Release
Mercedes-Benz SA (Pty) Ltd, a wholly owned sub-
sidiary of Daimler AG in Germany, have advised 
NAAMSA that – as a result of a global Directive by 
Daimler AG – the company is required , with effect 
from mid December 2011, to discontinue participa-
tion in the South African Automotive Industry’s 
domestic new vehicle sales and export sales report-
ing for the time being.

NAAMSA understands that the global 
Directive by Daimler AG is precautionary in nature 
and is related to the European Union Competition 
Commission investigation into alleged anti-
competitive practices by various European Truck 
Manufacturers.

Both Mercedes-Benz SA (Pty) Ltd and 
NAAMSA acknowledge the strategic importance 

of accurate, relevant and timely new vehicle do-
mestic sales and export sales data from the per-
spective of – 

 ■ Effective monitoring of the performance of 
the South African Automotive Industry in 
terms of the Motor Industry Development 
Programme

 ■ Policy formulation, policy review, official 
decision-making and monitoring by at least 
five Government departments as well as the 
South African Reserve Bank

 ■ Private Business (vehicle manufacturers, 
component producers, financial institutions, 
insurance companies) strategic planning 
and investment decision-making

 ■ Monitoring and evaluation of South 
African macro and micro economic trends 
by business consultancies and analytical 
service providers

 ■ The general public and consumers who 
use the information in vehicle purchasing 
decisions

Over the past thirty years, NAAMSA has – with the 
assistance of a third party service provider, Messrs 
RGT Smart – established a comprehensive, sophis-
ticated and transparent database in respect of do-
mestic new vehicle sales and exports. The database 
is internationally recognized and commended. A 
number of limitations and controls govern the us-
age of the data to ensure compliance with competi-
tion law requirements.

The discontinuation of sales reporting by 
Mercedes-Benz SA (Pty) Ltd will hopefully be of 
a temporary nature and both the company and 
NAAMSA, including RGT Smart, are committed 
to work toward resolving the situation as soon as 
possible and the parties will embark on a process 
aimed at re-establishing, as soon as practically pos-
sible, the participation by Mercedes-Benz SA (Pty) 
Ltd in the Industry’s sales reporting system.

The December, 2011 sales figures (excluding 
Mercedes-Benz sales data) were released for public 
consumption on 10th January, 2011.

NAAMSA OFFICES: PRETORIA
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TOTAL VEHICLES BY MANUFACTURER FOR DEC 2011

RSA EXPORT

TOYOTA 10 306 7 739
VOLKSWAGEN GROUP SA 7 935 2372
GMSA 5 709 96
FMC 3 919 250
NISSAN 3 189 1 216
BMW GROUP 1 908 1 876
JAGUAR LAND ROVER 612 0
RENAULT 602 0
CHRYSLER SA 524 36
HONDA 523 4
SUZUKI AUTO 435 0
VOLVO CARS 407 0
PCSA 347 0
TATA 342 0

TOTAL VEHICLES BY MANUFACTURER FOR DEC 2011

RSA EXPORT

FIAT GROUP 194 7
MITSUBISHI MOTORS SA 191 0
MAHINDRA 167 0
UD TRUCKS 146 7
CHANGAN SA 142 0
MAN 122 41
PORCHE 111 0
VOLVO TRUCKS 72 1
SUBARU 58 0
SCANIA 56 10
IVECO 53 6
NAVISTAR INTERNATIONAL 46 4
RENAULT TRUCKS 11 0
BABCOCK 9 0
MASERATI 9 0
POWERSTAR 5 0
SUB TOTAL 38 150 13 665
AMH & AAD 5640 0
INDUSTRY TOTAL 43 790 13 665

NAAMSA Figures

MARKET TOTALS BY MANUFACTURER FOR DEC 2011

Passenger
Light CV < 

3501kg
Medium CV 

3501-8500kg
Heavy CV 

8501-16500kg
Extra Heavy 

CV > 16500kg
Bus > 8500kg

RSA EXP RSA EXP RSA EXP RSA EXP RSA EXP RSA EXP

TOYOTA 4 675 2 662 5 355 5 077 159 0 76 0 41 0 0 0

VOLKSWAGEN GROUP SA 7 135 2 372 774 0 26 0 0 0 0 0 0 0

GMSA 2 754 44 2 724 51 144 1 61 0 25 0 1 0

FMC 2 635 1 1 284 249 0 0 0 0 0 0 0 0

NISSAN 1 532 21 1 657 1 195 0 0 0 0 0 0 0 0

BMW GROUP 1 908 1 876 0 0 0 0 0 0 0 0 0 0

JAGUAR LAND ROVER 556 0 56 0 0 0 0 0 0 0 0 0

RENAULT 581 0 21 0 0 0 0 0 0 0 0 0

CHRYSLER SA 524 36 0 0 0 0 0 0 0 0 0 0

HONDA 523 4 0 0 0 0 0 0 0 0 0 0

SUZUKI AUTO 435 0 0 0 0 0 0 0 0 0 0 0

VOLVO CARS 407 0 0 0 0 0 0 0 0 0 0 0

PCSA 323 0 13 0 11 0 0 0 0 0 0 0

TATA 144 0 109 0 55 0 25 0 8 0 1 0

FIAT GROUP 158 7 25 0 11 0 0 0 0 0 0 0

MITSUBISHI MOTORS SA 146 0 45 0 0 0 0 0 0 0 0 0

MAHINDRA 60 0 107 0 0 0 0 0 0 0 0 0

UD TRUCKS 0 0 0 0 14 1 68 6 64 0 0 0

CHANGAN SA 55 0 87 0 0 0 0 0 0 0 0 0

MAN 0 0 0 0 0 0 9 0 63 40 50 1

PORCHE 111 0 0 0 0 0 0 0 0 0 0 0

VOLVO TRUCKS 0 0 0 0 0 0 0 0 69 1 3 0

SUBARU 58 0 0 0 0 0 0 0 0 0 0 0

SCANIA 0 0 0 0 0 0 0 0 51 2 5 8

IVECO 0 0 0 0 49 0 0 0 3 6 1 0

NAVISTAR INTERNATIONAL 0 0 0 0 0 0 0 0 46 4 0 0

RENAULT TRUCKS 0 0 0 0 0 0 0 0 11 0 0 0

BABCOCK 0 0 0 0 0 0 0 0 9 0 0 0

MASERATI 9 0 0 0 0 0 0 0 0 0 0 0
POWERSTAR 0 0 0 0 0 0 0 0 5 0 0 0
SUB TOTAL 24 729 7 023 12 257 6 572 469 2 239 6 395 53 61 9
AMH & AAD 5 058 0 531 0 51 0 0 0 0 0 0 0
INDUSTRY TOTAL 29 787 7 023 12 788 6 572 520 2 239 6 395 53 61 9

http://www.autolive.co.za


Subscribe for free @
www.autolive.co.za Page 22

They drove their largely-unproven V8 petrol-en-
gined Toyota Hilux home just over an hour behind 
the much more developed turbodiesel X-Raid Mini 
driven by France’s Stephane Peterhansel. It was 
Peterhansel’s 10th Dakar victory, six of them be-
ing scored on motorcycles, and the other three in 
Mitsubishi four-wheelers.

Before travelling to South America, De Villiers 
said that a podium finish would be “like a victory” 
and he was saying the same thing in the early hours of 
this past Monday morning (SA time) at the finish in 
Peru. For Giniel and his German co-driver Zitzewitz, 
it was their third top-three placing in the four run-
nings of the Dakar in South America, and of course 
it included that magical 2009 win for Volkswagen.

The result was tribute to the fantastic mix of 
speed and experience that De Villiers has displayed 
in what has been a brilliant Dakar career.

The Imperial Hilux team ran on a minimal 
budget in comparison to the Mini Team, and in-
deed in comparison to the Hummer Team run by 
American wild-child Robbie Gordon. Gordon was 
eventually classified fifth, but the result is under ap-
peal due to technicalities with his Hummer. There 
were rumours that his tyre inflation system con-
tained some performance-enhancing substances 
( that were routed to the engine, not the driver, 
although sometimes you wonder about that extro-
verted chap), but whether this will emerge as part of 
the post-race inspection remains to be seen.

For Duncan Vos and Rob Howie, 11th place 
in their first Dakar was a fine achievement in the 
second Imperial Hilux. They started in 14th posi-
tion (the further back you start, the more rutted 
and slower the going becomes) and ran in the top 
10 on occasion and a top-10 finish looked to be on 
the cards, but they were stuck in heavy sand on the 
second last stage.

Another fine effort was the 24th position 
of Mark Corbett and Francois Jordaan in their 
Century Racing C4 buggy, also powered by a Toyota 
V8. This too was a first Dakar entry for the pair

And in the bike class, let us take our hats off to 
Darryl Curtis, the 30-year old KTM raider, who fin-
ished 22nd in the two-wheeler class, after running as 
low as 44th position. It’s tough in a car, but imagine 
travelling for over 8 000 km over 15 days and stand-
ing on the foot pegs for more than half that distance!

Our sympathies go to Alfie Cox and his 
German co-driver Jurgen Schroder, who had their 

Volvo XC60 catch fire and burn out on the very first 
stage, due to a hydraulic pipe spraying fluid onto a 
hot engine. Alfie said the car handled beautifully 
and had plenty of power, and hopefully they’ll be 
back next year.

And with new regs that will not advantage the 
special race-diesel engines used by the Minis and 
others this year, lets hope that Giniel and Co can 
challenge for a win in 2013. ■

Dakar Reflections
By the time you read this it will be just three and a half days since we heard the wonderful news that Giniel de 
Villiers and Dirk Von Zitzewitz finished an amazing third in the toughest race on the planet, the Dakar Rally.

Dakar Joy for the Wildly South Africans.

CARS – 2012 DAKAR OVERALL STANDINGS

Pos. N° Driver Co-Driver Make Time Variation Penalty

1 302
PETERHANSEL 
(FRA)

COTTRET (FRA) MINI 14:54:46 – –

2 305 ROMA (ESP) PÉRIN (FRA) MINI 15:36:42 00:41:56 –

3 301
DE VILLIERS 
(ZAF)

VON ZITZEWITZ 
(DEU)

TOYOTA 16:08:11 01:13:25 –

4 312 NOVITSKIY (RUS) SCHULZ (DEU) MINI 17:06:40 02:11:54 –

5 303 GORDON (USA) CAMPBELL (USA) HUMMER 17:11:39 02:16:53 –

6 319 ALVAREZ (ARG) GRAUE (ARG) TOYOTA 19:00:38 04:05:52 –

7 307 SOUSA (PRT) GARCIN (FRA) GREAT WALL 19:25:10 04:30:24 –

8 309
LEAL DOS 
SANTOS (PRT)

FIUZA (PRT) MINI 19:58:04 05:03:18 –

9 314
TEN BRINKE 
(NLD)

BAUMEL (FRA) MITSUBISHI 20:06:04 05:11:18 –

10 304
HOLOWCZYC 
(POL)

FORTIN (BEL) MINI 21:54:24 06:59:38 –

11 313 VOS (ZAF) HOWIE (ZAF) TOYOTA 22:03:17 07:08:31 00:20:00

24 359 CORBETT (ZAF) JORDAAN (ZAF)
Century 
Racing

09:52:15 18:57:29 02:00:00
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Next weekend the best motor racing meet of the 
year takes place. And it’s actually something of an 
indictment on the current state of play in our na-
tional circuit racing series that this meeting is all 
about cars that raced in bygone years, when many 
of AutoLive’s readers were but a twinkle in your 
grandfather’s eye.

This year the great international historic race 
meeting at Zwartkops, a few kms south west of 
Pretoria, will probably see an entry exceeding 500 
cars and motorcycles, something that just doesn’t 
happen here in modern format racing.

The title for the three-day festival this year is 
The Passion for Speed, and there will certainly be 

a lot of that, both from the drivers’ and spectators’ 
perspective. For the past decade, Zwartkops owner 
Peter Du Toit has been bringing a host of interna-
tional cars and competitors out to South Africa to 
mix it with our locals, and this year there are some 
unexpected highlights:

 ■ An ex-Michael Schumacher Formula 
One Benetton will be part of a special 
demonstration. This is a mid-1990s car, 
probably fitted with a Ford V8 engine, and 
really the car that put Schumacher on the 
map as far as the racing public is concerned.

 ■ A Dallara F1 car from the same era, owned by 
local gentleman racer Andre Bezuidenhout. 
This car has circulated Zwartkops in the 1 
minute 8 second region and with the Benetton 
sharing track time, we could probably expect 
to see that time drop well below that mark.

 ■ The ex-Jackie Stewart BRM Formula One car, 
which saw the Scot take his very first Grand 

Prix victory in Italy. This car will be driven 
by Richard Atwood, who was a multiple 
winner in the Nine Hour endurance races 
here at Kyalami, and also finished second in 
the 1968 Monaco Grand Prix in a BRM.

 ■ A host of new big-banger, Nascar-style 
monster V8 sedans will take on perennial 
favourites like Mark du Toit’s Chev Biscayne 
and the ’63 Ford Galaxie Coupe. These 
include a 1957 Chevrolet coupe known 
as the Black Widow, a 1966 Ford Galaxie 
Coupe to be driven by Sarel van der Merwe 
under the Lazaraus Racing banner, and a 
1964 Ford Fairlane Thunderbolt to be driven 
by Keith Hinckley.

 ■ A number of new competitors in the Trans 
Am “ponycar” class will see the numbers of 
Mustangs, Camaros, Cougars and the like 
swell to over a dozen.

 ■ And on the Sunday, there is the Castrol 
Motorcycle TT, with famous Isle of Man 
racers headed up by the famous British rider 
Mick Grant.

 ■ A host of locally-prepared Cortinas, Minis, 
Alfas, Renaults, Datsuns, Porsches, and yes, 
the odd Ferrari too.

 ■ Practice and racing starts on Friday, January 
27, with the main car racing on January 
28 and the classic bikes on the Sunday, 
January 29. ■

A Passion For Racing

Next weekend the best motor 

racing meet of the year takes 

place. And it’s actually something 

of an indictment on the current 

state of play in our national circuit 

racing series that this meeting is 

all about cars that raced in bygone 

years, when many of AutoLive’s 

readers were but a twinkle in your 

grandfather’s eye.

The Black Window Chevy.

“For the past decade, Zwartkops 

owner Peter Du Toit has been 

bringing a host of international 

cars and competitors out to 

South Africa to mix it with our 

locals, and this year there are 

some unexpected highlights.”
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Comments? Complaints? Suggestions? 
E-mail stujohn@autolive.co.za

By Stuart “armani” JohnSton

Every week or so, I sit on a television panel called 
Buyers Guide that is aired on Ignition TV, Chanel 
265 on your decoder. Myself and host Marius 
Roberts, joined on most occasions by consumer-
orientated motoring journo Morgan Naidu, and 
one or other street-wise car dealer, answer questions 
e-mailed to the show by viewers who want to trade-
up or trade-down.

It’s lots of fun, because none of us ever seem to 
agree too much on what the viewer should end up 
buying. Most people seem to think I recommend 
the Toyota Hilux to each and everyone, regardless 
of whether they’re trading an Audi RS4 or a Citi 
Golf, because the channel for some reason uses a 
promo clip of me saying I think the Hilux is the 
best bakkie you can buy. And they keep on using it!

Now, when I go to Zwartkops raceway, or the 
Piston Ring monthly meet, or sometimes even to 
the local supermarket to stock up on Quality Street 
chockies, some joker usually shouts out “Hey,hey 
heeeey, the Hilux Man!”

It’s a funny sort of feeling. Most often I feel 
like going into denial, saying, hey, I only said that 
once, and it’s not my fault the producers thought 
that particular byte captured the essence of one S.C. 
Johnston, his views on cars and life in general.

The trouble is, I think it gives the wrong im-
pression of who I am. And maybe alienates me from 
a certain type of person. For instance, I don’t think 
it raises my cache with the type of hot babes that you 
see hopping in and out of Porsches and Maseratis in 
Sandton’s café-cruising district (lately this seems to 
be just off Friedman Drive; the car guard asked me 
to park out of sight around the corner).

Or the eco-warrior types of both sexes (all 
three?) who give any 4X4 the finger as they crank 
up their old Merc 300 diesels that they’ve converted 
to run on sunflower oil.

My supposed persona also seems to bug a cer-
tain farmer type who maybe bought the only unre-
liable Hilux out of the half a million or so sold here 
in the past four decades. I have found myself de-
fending the Hilux’s dirt road handling, for instance, 
even though I am aware that there are bakkies 

(Isuzu and VW Amarok) that leave the Hilux for 
dead on rippled fast sweeps on gravel.

It might interest these dudes (not the dudettes, 
though, they got Porsches on their minds) that as 
I gaze out of my home-office onto the back lawn, 
there resides on lawn that could do with a mow, 
the new special 50-Year Anniversary edition of 
the Hilux.

Yeah typical, they’ll say. Well it’s on a week-long 
road-test loan, it goes back the day this appears, and 
I have to say that, like all Hiluxes, it oozes confi-
dence. This is despite the wind deflectors fitted to 
each side window (a bit more classy looking than 
those ones fitted to old Datsuns and Golfs that you 
can score at Midas), and the chintzy looking Taj 
Mahal-type detail on the tailgate, which is actually 
a very useful reversing camera (all part of the 50 
years anniversary kit, as are the “50 years_ scripts 
on the running boards and the floor mats).

It’s not perfect. On wet tarmac, the combina-
tion of huge turbodiesel torque (it’s the D-4D ver-
sion) and on-off-road tyres means it wheelspins 
far too easily (thank goodness for the new traction 
control system).

It has a lousy turning circle. 
But yet, for all that, it’s the bakkie I’d buy, even 

though in many ways I prefer the Amarok, and I am 
well aware that the Isuzu’s ride on dirt blows the 
Hilux into the, uuh, weeds. And yes, the new Ford 
Ranger Diesel has power that will see off any diesel 
Hilux. And there is nothing wrong with a Nissan 
Navara, except they are quite pricey.

Maybe, like Naamsa’s Nico Vermeulen suggests 
in the interview we are running on him this issue, 
it’s because I am like the many consumers who 
study sales figures and figure the best selling vehicle 
is the one to go for. But I don’t think it’s that.

Window wind deflectors apart (and a dash-
board finish that is below par, it scratches far too 
easily), I just feel that where it counts, in the way 
the doors close, the way all under-bonnet fittings 
are properly fitted, conservative ol’ Toyota have still 
got the sums right.

Now, excuse me while I pull on my shorts and 
long socks, go and pick up my girl from the co-op 
and slot my Lance James Greatest Hits into the 
Hilux’s medium-quality CD player. ■

“I have found myself defending 
the Hilux’s dirt road handling, for 

instance, even though I am aware 
that there are bakkies (Isuzu and VW 
Amarok) that leave the Hilux for dead 

on rippled fast sweeps on gravel.”
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